Follow-up
That Drives Resulits

Dealership-wide Solutions

Ask Yourself... Are Your Customers
Truly Happy?

(2 Why do my prospects not buy from my dealership?

@ What do customers really think of my dealership? What is not knowing
costing me?

@ Are my customer surveys leading me astray?

Customers contacted by Reynolds’ Virtual Customer
Care Center purchase a vehicle at almost a 16% greater
rate than those not contacted by the Care Center.’

Expect Results
91% of unhappy customers will never purchase

services from you again.? Find your unhappy
i Bring lost prospects back to purchase by re-setting appointments. customers and resolve the pr0b|em before it's

» Save deals - know why prospects did not buy with real-time, actionable feedback.

* Drive higher CSI with timely and professional follow-up calls. too late.

* Lower payroll expenses and avoid costly employee turnover using trained
outside callers.

» Contain expenses and monitor survey results using your existing Contact
Management solution.

Virtual Customer Care Center
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About Virtual Customer Care Center

Virtual Customer Care Center provides an outsourced call center We have been able to save an

that drives more business and simplifies your communication. . average of 4-5 deals a month by
Professional, U.S.-based callers use your Contact Management . what the surveys have provided. It's
solution to conduct sold, unsold, and service follow-up calls. the specific customer-by-customer

feedback that helps us save deals.
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